Available online at www.pelagiaresearchlibrary.com

Pelagia Research Library

European Journal of Experimental Biology, 2013, 3(8382-388

<
g sia Research

Library

ISSN: 2248 -9215
CODEN (USA): EJEBAU

Library

Relationship between negotiation strategies and eronal intelligence of
Iranian sport federations’ officials

Melika Esmaeillou’, Abbas Khodayarand Hamid Ghasemf

!Department of Physical Education and Sport Scien€asj Branch, Islamic Azad University, Karaj, fa
’Department of Physical Education, Karaj Branchatsic Azad University, Karaj, Iran

ABSTRACT

The objective of this study is to consider thetrefeship between negotiation strategies and emationelligence
in officials of Iranian sport federations. The extgaper is descriptive-correlative field surveydais an applied
study. The sample population of this study incluthesofficials of sport federations consisted oéioman, vice-
chairman, vice-chairman of women and secretary b@oal30 persons. The measurement tool is negofiati
strategies questionnaire and emotional intelligenoestionnaire in sport context. The statisticatméds used for
analysis of data include the descriptive and infitisd (Spearman’s coefficient of correlation) ssits. The
summary of this study indicated the associatiorwbeh negotiation strategies and emotional intefiiee and
emotional intelligence elements and negotiatioratstyies of sport federations’ officials. The otilsi of sport
federations have paid further attention to the cetitfpn negotiation strategy and sympathy elemérgnootional
intelligence.
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INTRODUCTION

The effective negotiation skill is one of managdesiklls that has key role in the achievementsnmbéiacting with
the other individuals and organizations [8]. Mospmfessional managers are aware from importahcegotiation
in the life, because spend the considerable tintbef professional life for negotiation. Furthemaptheir personal
life is along with negotiation. Their professiomaiccess and effectiveness is affected intensivetpdir capability
in negotiation art and technique. The negotiat®m ivery dynamic process and not a static flouméans from
commencing until finishing the negotiation, the oggtion process is exposed to the evaluation dmahge. Even
before any action and reaction, two parties seplgrasstimate the needs, interests and goals irr todassess the
situation of itself and counter party. Usually, sheassessments and estimations are exposed thvahgecand
development in the interactions created in negotiafThe new information should be assessed arssi€ilzd. This
dynamics and changeable nature of conversationesatle complexity and difficulty. Paying attentitm the
negotiation, and assuming it as a dynamic procésmtrolled exchange of information increases plositive
effects of negotiator, and minimizes the hazardsiray out of deficiency and disorder in collectiomiding,
disclosing or full attention to the information [14ccording to the estimations of researchers,artban 20% of
managers’ time is spent for negotiation [1]. Thegn#icance of negotiations is increasing by tenditng
organizations to systematization and constitutidnworkgroups as well as salient changes in the reatf
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relationships between individuals and organizatidrige negotiation is principally applied for esiabiment of a
new situation that none of parties solely is ablgtovide it, or performed for solving the problemd conflict
between two persons or organizations. In factnigotiation is a type of haggling which has beem#fdized in the
conditions. The individuals use the different stggés in their negotiations, depending on theiwpieints to the
raised topic and negotiation party, including tlenpetition, cooperation and obedience. In competititrategy,
the distributive haggling is used and a persomsite to avoid the realization of counter party'sigoand as much
as the counter party fails to achieve its goalgdéies some interests. To achieve the goal, the@ithghl may use the
tools such as threat, boasting and outfightingcthnter party. In the cooperation strategy, thelioed bargaining
is used and emphasizes on achieving the commos.doahe obedience strategy, the negotiation gargvoid the
conflict let its goals in second precedence. lohsoonditions, the individual to keep on its relaships to the
negotiation party selects the obedience stratetjy [he researches indicated that negotiationegjres determine
the negotiation performance and achievements [B]thH@ other hand, in the sport management confiexmding
the infrastructures of sport development has aiderable significance that indeed requires the tiatjons and
counsels of plenty of sport trustees. For this psep considering the negotiation skill is signifledsport officials
which must be take into the research precedenspart researchers and scholars. The negotiatiirhski the key
role for a sport official in the international afmtal communications that cases the individual daeehbetter and
more appropriate communications in advancemenisafrganization goals. Hence, considering the faatelated
to the negotiation strategies is very importanttf@ improvement of negotiation skills of sporticifils. Although
the emotional intelligence is one of the newestcepts propounded in management context, but tipis foas a
considerable background under title of social ligehce. The emotional intelligence is a group oh4tognitive
capabilities and skills that increases the indigithu success in encountering the environmental spres and
pertinences [4]. Emotional intelligence is the sibsf social intelligence that intervenes in theatality of
monitoring and supervising based on its and otharsdtions and excitements, differencing betweemthad use
of this information for leading the thoughts andi@ts [12]. The appropriate application of emotiamshe human
relations, perceiving the status of self and tHeerd, continence, sympathy with the others andtipesuse of
emotions in thought and recognition include thejettbof emotional intelligence [9]. The intelligento apply the
emotion and sensation towards the behavior leadifigctive relationship to the colleges, superidtts and use
of time in quality of performance for improvemeritresults is referred to as emotional intelligendecording to
the viewpoint of Goleman, the emotional intelligeretements include self-awareness (deep and alel@rstanding
of sensations, emotions, weak and strength poirgeds and interests of self), self-control or sefhagement
(capability of administrating the sensational, appiate and opportune reactions in any situatiempathy or
social Awareness (understanding the emotions andiifferent aspects in others and capability ofdieg the
unexplainable massages), social skills (capabitity management of relations to the others and dhiyabf
communicating with the people) and self-motivatiskill in applying the emotions to achieve its goahd placing
in a desirable and hopeful mental situation evespitie of failure and barriers) [3]. The excitemeate emotional,
stimulating and purposeful phenomena explainingldfe durability that help us to adapt to the oppoities and
challenges we encounter them in the important svehtife. The extant paper intends to considerrtiationship
between negotiation strategies and emotional igegite, and individual characteristics of sportefations’
officials. The researches and studies applied @otieion and emotional intelligence are providedthis study.
Research report on sport organizations managemehtding the relationship between negotiation effgtand
emotional intelligence was found rarely for theibag researches applied by the researcher. It stibat this topic
has not been attracted by a lot of researcherseriemless, plenty of researches are available éngéneral
management context, the summary of which is aeviali

[16] in a study titled “effect of emotional intejience elements on the educational advancementiatadl that only
three emotional intelligence elements including-sehsciousness, self-motivation and emotions wstdadability
have significant association with educational adeament. [7] in their research titled “role of enooidl intelligence
in the negotiations” showed that the negotiatoesaie the economic and communicative capital. Is shidy, the
emotional intelligence has significant relationstopthe establishment of communicative capital sastattracting
the trust of the others, making the feeling of Satition with the relationships to the others, adlwas it has
significant association with the establishment océreomic capital that is dependent to the results/iging the
negotiation performance. [15] in a study titled Vihthe anxiety causes the negotiators to presesedesiggestions,
leave the negotiation rapidly and achieve theirlgdawly” concluded that the relationship betweadividuals’
anxiety and negotiator behavior is limited to tle#-efficiency of negotiator, increase in self-eféincy reduces the
destructive effects of anxiety in individuals. [18] their research under title of “emotional inigdince in
negotiators group” indicated that the dimensionsrabtional intelligence have no significant assiamwith their
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performance in the negotiations. In this study, sahnegotiators prior to negotiation assessedlimensions of
their emotional intelligence and at the end of niegion found a negative relationship between thsgessment and
performance. The group performance is consideraffgcted by the level and type of interpersonalfiazinin the
group. [5] in a study considered the relationshéween mental health and emotional intelligence emdtional
creativity in the wrestler students. Summary of $tisdy showed a significant and positive assoaiabietween
mental health variables and emotional intelligerjt8] studied on the relationship between emotiontlligence
and educational fatigue of B.Sc. students of plysducation of University of Tabriz and concludledt a negative
and significant relationship exists between ematiantelligence and educational fatigue elemer@$. applied a
study on negotiation strategies of sport manageds @aches of Ardebil Province and its relationshiih
perceived limitations and understood that the marsagith perceived limitations in management, iifstians and
equipments section use the competitive strategied,managers with perceived limitations in equiptsieection
use the cooperation strategies, and managers \eitteiped limitations in sport management sectioa tre
obedience strategies for negotiation. Accordinthtodifferent meanings and perspectives of ematimbelligence,
the necessity of its recognition by sport officisdelt. Accordingly the managers should have @pr recognition
of themselves and provide appropriate strategiegsntds their communications with the others inclgdie
domestic and foreign sport officials. Thus, consigthe literature review, this question was rdisethe mind of
researchers that what is the relationship betwesgotiation strategy of sport federations’ officiasd their
emotional intelligence?

MATERIALS AND METHODS

This paper is a descriptive study and the relaligmbetween variables is correlative. As respedh®objective,

this study is an applied survey and the data whsated by a field work. The population of this dyuconsisted of
all officials of sport federations including theaitman, vice-chairman, federation secretary and arosnvice-

chairman equal to 200 persons out of 50 state &ides. The sample size equal to the population sias selected
and questionnaires were provided to all sample8.sE8nples including 37 women and 93 men were egeand

the same number was considered as the study safpleollect the required data, two negotiation tegaes

questionnaire (Khaksar, 2008) and emotional imefice questionnaire (Carry Ankron, 2007) in thertspontext

were used.

1-Negotiation strategies questionnaire: This questine has been compiled by Khaksar (2008) for iiddiais’
strategy of negotiation. In this questionnairegthnegotiation strategies (competition, cooperadioth obedience)
have been considered. To assess the individuaéatiin to each one of above strategies, 24 questiave been
provided. The answer of questions has been cotestitaf Lickert’s five-point scale which has beeradgd by
“never” to “very continuous” options.

2-Emotional intelligence questionnaire: This quesig@ne has been compiled by Kron (2007) for idecifion of
individuals’ emotional intelligence which has bemmsidered in five aspects including self-consaiess, emotions
management, sympathy, social skill and self-mativatTo assess the individual’s attention to eacé of factors
of emotional intelligence, 25 questions have beesighed. The answer of questions has been coestitft
Lickert’s five-point scale which has been graded'dympletely disagree” to “completely agree” opsoand point
range is between 1 and 5.

The validity of the said questionnaires was appadyg the professors of sport management courseréitadbility
of which was estimated by Cronbach’s alpha coeffitiand obtained equal to 0.78 for negotiationtedya
questionnaire and 0.80 for emotional intelligenaesiionnaire. To extract the results of data, dethee statistical
methods such as mean value, frequency, frequeney standard deviation and drawing diagram andetaldre
used for summarizing and classifying the data.rbrfal statistical method (alpha range = 0.05)ngiEPSS v15
was used for testing the hypotheses. The data seal@rdinal, therefore Spearman’s coefficientateation was
used for determination of relationship betweenvdgables.
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RESULTS

The findings of thistudy are as follow

Table 1- Distribution and frequency rate of demographic vaiables

Frequency| Percent| demographic variables
93 715 | M
37 285 | F Sex
130 100 Total
6 4.6 Diploma
10 7.7 Associate
59 45.4 Bachelor
40 30.8 Mater Education
14 10.8 | Phd
1 0.7 Unanswered
13C 10C Total

As it is observed in table 1, out of 130 studiechglies, 93 persons (71.5%) were men and 37 per&8ms%) were
women. As regard to thfieequency distribution of studied peoples’ eduaz, 4.6% thereof were the holder of hi
school diploma, 7.7% associate’s degree, 45.4%dbach degree, 30.8% master’s degree and 1(had PhD.

In diagram 1,statistical description of negotiation strateghas been shown. As it is observed in thiagram,
among the negotiation strategies elements, the ettiom with the mean value of 2.42 and standardadien 4.68
has obtained the highest consensus.

25

24

23

2.2

21

1.9

obedience cooperation competition

Diagram 1-Statistical description of negotiation strategieslements’ score

In diagram 2 statistical description of emotional intelligencashbeen provided. As it is observed in this diag
among the elements of emotional intellige, empathyelement of emotional intelligence with the mearueabf
4.17 and standard deviation 2.37 has ined the highest consensus.
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Social skills Empathy Self-motivation Self-management Self-awareness

Diagram 2- Statistical description of emotional intelligence lements’ score
To analyze the data of this study, Spearman’s wiefit of correlation test was use

Table 2-Relationship between emotional intelligencand negotiation strategie

Conclusion P R N Variables
P<%1 0.000| -0.418| 130 Emotional intelligendéegotiation strategie

By virtue of above tablehe significance level was calculated for thelstd variables and is significant. A negat
correlation exists between negotiation strategyemdtional intelligence

Table 3-Relationship between emotional intelligence elemenandnegotiation strategies element

Conclusion P R N Element
P<%1 0.008 | -0.223 | 130 | Self-awareness - competition
P<%1 0.004 | -0.252 | 130 | Self-awareness - cooperation
P<%1 0.000 | -0.389 | 130 | Self-awareness - obedience
Not significan | 0.356 | -0.082 | 130 | Self-management - competition
P<%5 0.027 | -0.194 | 130 | Self-management- cooperationh
P<%]1 0.001 | -0.29< | 13C | Seli-managemer- obedienc
Not significan | 0.746 | -0.029 | 130 | Empathy - competition
P<%1 0.000 | -0.440 | 130 | Empathy - cooperation
P<%1 0.000 | -0.345| 130 | Empathy - obedience
P<%5 0.023| -0.200 | 130 | Social skills - competition
P<%1 0.000 | -0.427 | 130 | Social skills - cooperation
P<%]1 0.00C | -0.42% | 13C | Social skills- obedienc
Not significan | 0.98¢ | -0.007 | 13C | Selfmotivation- competitior
P<%1 0.000 | -0.373 | 130 | Self-motivation - cooperation
P<%1 0.001| -0.284 | 130 | Self-motivation - obedience

According to the above table, significant relationship exists between all elateeexcept emotions managem
and competition, sympathy and competitiself-motivation and competition. A negative correlatmxists betwee
these variables and indicates thpbn increasing a variable, the other variableltess reducec

DISCUSSION AND CONCLUSION

The summary of this paper indicated that the emotiamtelligenceis associated with negotiation strategies in s
federation officials. The results tfis study correspond to the sumy of studies applied by [7], [1. Emotional
intelligence is the capéy or capability of organizing the sensations amibtions of self and the others for effec!
stimulating and controlling the emotions and useébf in communication with the others. As well iasncludes
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the true evaluation of emotion and sensation ifi @etl others, correct explanation of sensation adalptive
adjustment of emotions so that improves the leVdife. The negotiation strategies are referredasoplanning
process in all observations and decisions madé&édéyneégotiation parties in relation to the tacticse of resources
and probable responds following the general styatétpre, the general strategy means a plan theten
individual’'s demands and strategic guides have lspatified. The summary of study doesn’t correspmnthe
summary of studies applied by [13], probably beeanfsunequal educational level, performance recgaisrank,
type of profession. In general, in this study tlegatiation strategies are in connection with emmatiaontelligence of
officials. According to the results, it is conclabi¢hat all emotional intelligence elements are eissed with
negotiation strategies of cooperation and obedigimgeamong the negotiation strategies of competitonly two
elements of emotional intelligence are associdtedeto. In this study, it seems that consciousiresggotiation
skills (arising out of personal experiment or atéal academically) are effective on the orientatbmegotiation
strategies. Negotiation strategy of competition videntified as the most common strategy among thats
federations officials, as well as sympathy factéremotional intelligence was identified as the mostmmon
strategy among the sport federations’ officials.céwling to the available assessments, emotionalliggnce
elements were identified as predicting factors efatiation strategies among the officials. The samynof results
indicated the association between negotiationegiies and emotional intelligence of sport federatimfficials.
Accordingly, it is suggested to pay a consideralttention to these two variables for election apdagntment of
federations officials. For further researches, sit recommended to examine the emotional intelligeand
negotiation strategies of national teams coacheasle(rand female), compare the emotional intelligence
negotiation strategies in the state sport and rahsprganizations, compare the emotional intellgerand
negotiation strategies in experienced and low-égpeed heads, as well as compare the emotiondligetece and
negotiation strategies of team and individual fekcbaches.
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